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Sir: 

RESPONSE TO REQUEST FOR INFORMATION 
UNDER 37 CFR 1.105 



Applicant submits the following in response to the Request for Information Under 
37 CFR 1.105 dated December 11, 2009 ("the Request"). 



I) RESPONSE TO THE REQUEST 

The Examiner has requested Applicant submit a markup for the present application 
showing the changes made over the prior parent case(s). Applicant submits herewith as 
Appendix 1 a markup that shows the changes made to the present case with respect to 
parent apphcation 10/791,149. Additions are shown in underlined text and deletions are 
shown in strikethrough text. 

The Examiner has also requested clarification of where each of the currently claimed 
limitations finds its earliest support among the family of applications to which priority is 
claimed so the Examiner can assess which priority date to grant for each claim. 
Applicant submits as Appendix 2 a claim chart that lists in the left hand column each 
current claim limitation, and in the right hand column the location where support for that 
limitation is found in either (a) parent application 10/791,149, or (b) the current 
application 10/809,185, as noted. In particular, claims 1-3, 12, 19-22, 29-39, 41-43, 45- 
53, 62, 69-72, 79-88, 91-93, 95-100 have proper support in the parent application 
10/791,149, while claims 13-18, 23-28, 40, 44, 63-68, 73-78, 90 and 94 have proper 
support in the current application 10/809,185. 

Applicant thus submits that the entire application is now in condition for allowance, early 
notice of which would be appreciated. Should the Examiner not agree with the 
Applicants' position, a personal or telephonic interview is respectfully requested to 
discuss any remaining issues and expedite the eventual allowance of this application. 

Respectfully submitted, 
/arbarkume/ 

Date: December 14, 2009 Anthony R. Barkume 

Reg. No. 33,831 
Attorney for Applicant 

20 Gateway Lane 
Manorville, NY 11949 
tel (631)259-9099 
fax (631) 980-7997 
anthony@barkume.com 
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APPENDIX 1 



CROSS-REFERENCE TO OTHER APPLICATIONS 

This application is a continuation-in-part application of 
co-pending application serial number 10/608,736, filed on June 

27, 2003, which is a continuation of application serial number 
09/602,222, filed June 23, 2000, now U.S. Patent No. 
6,593,640, which is based on and claims filing priority of co- 
pending U.S. provisional patent application serial number 
60/140,603, filed on June 23, 1999. This application also 
claims filing priority of co-pendinq U.S. provrsional patent 
application serial number 60/552, 6b9, filea on March 12, 2004. 

BACKGROUND OF THE INVENTION 

This invention relates to loyalty or reward points 
programs, and in particular to such programs that allow 
merchants to a-wa:-r-d--iey-ait-yprovide reward points to users 
wherein the merchants utilize the pre-existing infrastructure 
of a network such as a credit card network for awarding 
1 oval t y reward points, maintaining account information of 
users, aggregating ^ ^ ^ ^ 1 points from various merchant- 
based ley&l-fe yrev/ard accounts, and redeeming such 1 xiU v . t 
points for products and services selected by the users. 

In the prior art, in order to attract and retain business 
customers, airlines, hotels, car rental companies, chain 
retailers, telecom providers, etc. have historically 

introduced frequent use programs that offer awards of loyalty 
or reward points (e.g. frequent flyer miles) or other such 
incentives schemes based on the distance traveled or purchases 
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made by that customer. Competition has forced airlines to 
modify the manner in which mileage was acquired to include 
travel related purchases by consumers. For example, the 
dollar-based cost of a ticket purchased may be awarded as 
5 mileage to a client account. Within the past several years, 

banks that issue credit cards or other retailers and e-tailers 
have co-branded credit cards in the name of the airlines and 
the credit card company where each dollar spent using the card 
is recorded as a mile of travel or point in the award program. 
10 These cards may additionally award bonus miles in coordination 

with user purchases of preferred products or flights during 
preferred times. 

With regard to Figure 1, a model of the frequent flyer 

15 systems of the prior art is presented. Two different airlines 

servers are shown surrounded by their related marketing 
partners. In order to lure more business travelers, the 
airlines have established marketing agreements with travel 
related companies to provide the business traveler with a more 

20 robust way to generate rewards in the form of frequent flyer 

miles. These marketing arrangements or associations have 
typically involved credit card companies, phone companies, 
hotel chains and car rental companies. Any purchases made 
through these co-branded partners were then awarded to the 

25 user periodically. Bonus miles or points may additionally be 

accumulated based on the user's actions in response to offers 
made by the airline or in coordination with the partner 
company. For example, phone companies purchase reward points 
or miles and then offer them to their customers based on the 

30 customer's agreement to switch to their phone service. These 

points are obtained by the partner companies by purchasing 
them from the issuing entity for redistribution as an 



2 



incentive to utilize their particular goods and/or services. 
Figure 2 shows some sample co-branded cards that are 
representative of marketing agreements between TWA, Sprint, 
and Mastercard. In order to receive these benefits, the user 
5 must sign up with each of the partner companies separately and 

provide the frequent flyer account number that is to receive 
the credited reward points or miles. A user either making 
phone calls or purchases in accordance with the agreements 
made with each of these partners will first accumulate a value 

10 on the partner's system which in turn is periodically updated 

on the airline's reward server to reflect the value earned 
during that period. Figure 3 is representative of a typical 
user account that shows various earnings in the system 
transferred in from any of the co-branded partners. The 

15 records of the table in Figure 3 identify the source of the 

rewards, the dates they were recorded and the number of miles 
associated with that transaction. The user can view the 
accumulated miles by accessing the airline's reward server or 
by tracking the individual value reported to the user through 

20 the various bills the user receives from each of the co- 

branded partners. In any event, the user is faced with an 
extremely difficult if not practically impossible task of 
manually coordinating all of his reward accounts to determine 
how many points may reside in each account, how to redeem 

25 points in each account, etc. 

Large scale merchants such as chain hotels, chain rental 
cars, and various airlines are able to implement their own 
loyalty or reward points schemes since they have the 
30 infrastructure in place to maintain user loyalty point 

accounts. Thus, these large entitles are able to build brand 
loyalty via their own loyalty r e w a r d s cheme s . They are able 
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to operate independently by awarding their own i-ewi^reward 
points and redeeming the i-e-ya-i-fc-yreward points by offering 
their own products and services. A typical example is when a 
user earns 35,000 American Airlines points and trades them in 
5 for a free flight or upgrade, or when a user earns Hilton 

Honors points by staying at a Hilton hotel, and redeems them 
for free lodging at a Hilton hotel. 



Mid-size and smaller merchants are often unable to 
implement their own loyalty reward programs due to the high 
cost of the infrastructure required, including server 
computers that maintain user 1 o y a 1 1 y r e w a r d accounts and 
administration costs. For example, a small independent 
restaurant or pizzeria may want to award 1 o y a 1 1 y r e w a r d points 
and allow users to redeem accumulated reward points for free 
or discounted meals, but is unable to do so due to the 
aforementioned high costs involved. As mentioned above, some 
companies have resorted to purchasing loyaltyreward points or 
miles from larger companies and then distributing them to 
their customers, but this does not help build brand loyalty 
for that company (e.g. MCI gives a customer 5,000 American 
Airlines points to change to their service, but the customer 
is not getting MCI-branded points) . 



25 It is therefore desired to have a loyalty or reward point 

program that allows any merchant, regardless of its size, to 
award their own branded loyalty points and allow users to 
redeem them for their own products or services in order to 
build brand loyalty for that merchant. It is also desired to 
30 allow users to selectively redeem their reward points at other 

merchants that are part of the network. 
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Although the building of brand loyalty by merchants of 
any size and stature is critical, it is also recognized that 
users may end up with many l-e-ya-l-fc-y d i f f e r en t revv ard. point 
accounts (one for each merchant at •tvhich . purchases are Diade) , 
5 each having relatively small numbers of points. It may take 

awhile for a user to build a meaningful sum of points with any 
one merchant, although there are great advantages to both the 
consumer as well as the merchant in doing so. It is therefore 
desired to provide a loyaltyreward point system that allows 
10 users to aggregate loyal t yjoward points earned from these 

various merchants into a ■fj'^rtt rul d exchange account, 

wherein the aggregated ^ s ^ ^ s' ^ i points may be 
advantageously used to purchase goods or services from any 
£§:k?.9.L?L:l....'^^^'^h^'^t in the system. 

15 

SUMMARY OF THE INVENTION 



The present invention implements a loyalty or reward 

point system that utilizes the pre-existing infrastructure of 
a '-h fi typical credit card network. ^ rrs (f(>j; 

exarnoie the VISA or MASTERCARD credit card networks-;-) , and in 
pert.ic..j.ar v/iierein an issuing baii.^ aajnini iter c tlie le^'aic 
program on behalf of merchants and users. In -e-nethis 
embodiment, a user ;fia-ke6 -executes a purchase transaction at a 
merchant <s^--ar--f>i?e^:^tte^using a token such as credit card-,- — -T4^:e- 



Pilf".9A§..?.:?.....P.^..?^5.§.§.9ti.?il to generically herein as athe__ 

issuing bank-V- {such as by contacting the acquiring bank with 
which it has contracted for credit card network services2_, and 
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as known in the art, will get an approval or decline message 
after the acquiring bank contacts the issuing bank of the 
credit card used by the purchaser. Assuming that the purchase 

transaction is approved, the user is awarded loyalty reward 
5 points from the merchant based on the amount of the purchase 
(e.g. 100 points for a $100 purchase). A--ee-B:^:-3^B:±--i»e-£'vBisi 

between the mcrchont, the acquirina bonk, and/ cv^F-&^Te--^re^^a^rrrq- 
bank . A reward account is maintained on -cne central serverm 

10 a database at the issuing bank on behalf of the merchant and 

the user, and the number of reward points in the user' s 
account for that merchant is increased accordingly. — fe ari 
alternative embodiment, — the user's revmrd points are lfcHgtfed--jrB- 
a reward account maintained by the acquiring bank on behalf of 

15 the--mei?eha:H-t {-with---whi-eh---4-fc----has----a----e<j?^t-£eet-aei----£eiatioa 

•aRd--fche--ti-se^-.- 



The user may redeem the reward points earned from the 
purchase transaction with the merchant at a later time .i. p.i ; 

20 '^r jcd'^'v ou f I t K , or may redeem the points 

with another aoorovea merchant on the credit card network, or 
may aggregate those reward points with those of other 
merchants into a i?<?;-Ht--r-aireward point exchange account, and 
then redeem the aggregated points for goods or services from 

25 any approved merchant on the network, depending on the 

configuration of the system. 



As a result, merchants are able to 

award loyalty f>r--reward points based on purchases made by 
30 users without having to implement their own infrastructure; 

i.e. by using the pre-existing infrastructure of the credit 
card network (in particular an issuing bank) with which they 
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^!l..i5.suing....bank^^ t^ !::^ii5....service for it 

wjjd^also benefit from this invention since users will have a 
25 greater incentive to use that issuing bank^s credit^carjj^ 

rather than those from a CGmpetitor issuing bank that does not 
have the ability to store merchant loyalty accounts under this 
: > > " " , h . . - , . ' " So. " nc! b..,. ,^ ^ ' ^ - " ^ 

idJrilJ- ciedit c»c ^]^c issud^j ban^ R doer 2i_.: 

30 th_is...c.r.^ara.n foi i t s...cr.idi t....C3rd th.en....a....user....wii..l^ 

Wf?.!lh....to....obtain..^ 
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Irnplernented . 

5 BRIEF DESCRIPTION OF THE DRAWING 

Figure 1 is representative of the prior art 
marketing arrangements used in reward programs; 

Figure 2 is a representation of the co-branded 
10 partners in a prior art award program; 

Figure 3--.-- is a sample of the prior art reward 
summary from an airline frequent flyer system; 

Figure 4 is a block diagram of the components of the 
present invention; 
15 Figure 5 is a block diagram of the system components 

of the present invention; 

Figure 6 is a data flow diagram of the process for a 
user to redeem rewards; 

Figure 7 is a data flow diagram of the user request 
20 for purchase of an item at a merchant site; 

Figure 8 is a data flow diagram of the user account 
creation process on the trading server; 

Figure 9 is a data flow diagram of the offer process 
by a reward program or by a merchant; 
25 Figure 10 is a data flow diagram of the process 

where a user may be redirected from a reward program to the 
trading server of the present invention; 

Figure 11 is an illustration of the process flow in 
a typical credit card transaction that occurs over a credit 
30 card network; 



prcGont invention. 

Figure 13 illustrates a touchscreen POS device used 
with this invention; 

I- . _ Lr_^__' ^ ^ <r-i , 

merchants, acquiring banks and issuing banks under this 
invention; and 

Figure 15 illustrates points aggregation under this 



DETAILED DESCRIPTION OF THE PREFERRED EMBODIMENT 



pij- X ^ . ^ ^ < -I - u^ x-^ s utT i-^e^ 1 ) 

p] ^-^ d-- ne " c d^J ro^ara point accounts ror users 

n Ix-^j ^. ^rcha3C Lran<^.c _ s -rfiivn those inercnanivs. Figure 11 

illustrates a typical prior art credit card network and a 

25 credit card baseo purcnase transaction between a user and a 

merchant. The credit card network is comprised of thousands 
of member banks, wherein a member bank may be an issuing bank 
or an acquiring bank (or it may fulfill the role of both 
issuer and acquirer) . A consumer or user has a contractual 

30 relationship with an issuing bank, which will issue the user a 

credit card such as a VISA card based on finance terms agreed 
to between the user and the issuing bank. The user will 
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present the credit card when he desires to make a purchase 
transaction with a merchant (flow 1) . The merchant has a 
contractual relationship with an acquiring bank, which will 
agree to pay the merchant after the transaction is approved. 
5 When the user presents his credit card to the merchant, the 

merchant will contact its acquiring bank and request approval 
of the transaction via the credit card network (flow 2) . This 
is typically done by the merchant swiping the credit card into 
a POS (point of sale) terminal, but it may be done manually 

10 (i.e. over the telephone) as well. In addition, e-commerce 

sales over a global computer network such as the Internet or 
an interactive television system may be used under this 
system. Once the acquiring bank has received a transaction 
request from the merchant, it determines the issuing bank of 

15 the credit card (from the credit card information) and then 

contacts the issuing bank for approval (flow 3) . The issuing 
bank and the acquiring bank are a part of the credit card 
network, which may have tens of thousand of such member banks. 
The infrastructure of the credit card network allows for 

20 transactions between acquiring banks and issuing banks as 

described herein as is well known in the art. 



Once the issuing bank receives a transaction request from 
the acquiring bank, it determines if that user has enough 
25 credit to allow the purchase. If the purchase is deemed to be 

allowed by the issuing bank, it sends an approval message to 
the acquiring bank (flow 4), and the acquiring bank in turn 
sends an approval message back to the merchant (flow 5) . The 
purchase transaction may then occur. The issuing bank will 
30 pay the acquiring bank the amount (i.e. the requested purchase 

price) minus an interchange fee (e.g. 1.4% of the price). The 
acquiring bank will pay the merchant the amount received from 
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the issuing bank minus its own fee (e.g. .6%). Thus, the 
merchant will receive the purchase price minus the entire 
merchant discount of 2%. For a $100 sale, the merchant will 
receive $98, the issuing bank retaining $1.40, while the 
5 acquiring bank retains 60 cents. 

The issuing bank will request payment of the full 
purchase price from the purchaser, typically in a credit card 
statement that is issued monthly (flow 6) . The risk of 
10 collection of the purchase price from the consumer is borne by 

the issuing bank. The user will pay the issuing bank (flow 
7), often on a revolving basis with interest attached. 
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25 

This type of credit card network thus provides for a 
merchant to need only one contractual relationship - that with 
the acquiring bank (and/or the credit card network operator) . 
The merchant is not required to seek payment from the 
30 thousands of issuing banks directly - that task is performed 

as a result of the network architecture. Likewise, the 
consumer need have only one contractual relationship - that 
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with the issuing bank. The consumer is not required to 
promise payment to the thousands of acquiring banks directly - 
that task is performed as a result of the network 
architecture. These types of credit card networks currently 
5 enablee over two trillion dollars to be exchanged per year as 

a result of credit card purchases, and the present day economy 
would not operate as it does without such networks. 



The present invention leverages this pre-existing credit 
card network and the relationships between member banks to 
provide for loyalty point accounts and transactions not 
possible in the prior art due to their high costs if operated 
independently as done by large entities such as airlines and 
hotel chains. In this embodiment invention, the merchant is 
desirous of awarding loyalty or reward points to a purchaser 
for the purchase of its products or services. The merchant 
wants to award loyalty reward points that are directly branded 
by that merchant, rather than having to purchase "1 oyj 1 ty: ov;. : i 
points from a larger entity such as an airline and distribute 
them to their customer as in the prior art. In a■■■■p^ei^fe^/■f>e■d■■■■ 
efrtoodim.ent, — a centBa--i--3-e-3?ve^— eomputer vvill monitor 
transactions over the network between acauirina banKs ana 
iG.-uin-ff ba \3 ano: -cl-et ■■>i*^rin-c if loyalty <:oi ..3 arc to b<: :l -xfgod 
^ni rio<-^o..nt * ..o :Hr,nirri} fa-erve* hr..-5-e''5- ..^<m t*^Iuxm-A i^^u 

iRvenrion, the merchant will leverage the account with the 
acquiring bank that it already has a contractual relationship 
with for purposes of the credit card network by 

+^ :i ^ ^ ^ o J ^a. ^ M ^ ^ .... v i-^ ^ ^ . . i- 

issuing bank, via the acquiring bank, as part of the credit 
card purchase transaction previously described, so that the 
purchaser who presented the credit card ej^oij;^-d will receive 
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loyalty or reward points based on the transaction at a 

predetermined rate, such as one point per dollar spent-; i-a-- 

e-i--t-h-e-f"-eHieed^'-^v' , , ^ ' ^ ^ ^ ^ ' t he 1 ssulnq 

bank_^____?Yxr example, for a $100 purchase, the purchaser will 
receive 100 points in an account under his name (or other 
identification indicia - likely his credit card account 
number) . The merchant may inform the purchaser that he has 
received 100 of that merchant's loyal ty reward points based on 
the transaction. In fact, the merchant will likely advertise 
that he is awarding -l-eya:i-t-yre-rfard points under his brand for 
purchases made at his store. For example, fehe-----S-Hvi-t-fe---- 
P- dvg-z- e ri-a an electronics s tc) re such as BEST BUY will advertise 
that a $100 purchase will yield 100 "Smith PizzaBEST BUY 
Points" for a purchaser. The merchant here is able to provide 
this feature without having to establish an expensive 
infrastructure (i.e. sever computers, administrators, etc.) as 
in the prior art. Likewise, it is able to award its own 
branded loyal tyreward points as not seen before in the prior 
art (rather than simply distributing airline points or hotel 
points) . In addition, the system may be configured so that 

the Cl: "d ■ C ^ \ -tO— =^ > 1 ^ ^t-lrt S I h 

server :cs i g -ank (e.g. V I ^ ' 3 vii or ■^■l?-S''^E^<C '^Pi^'C-T E'^N ) is 
co-branded with the local merchant awarding the -l-ey-ait-yre-rfard 
points. Thus, the l-.-6-y a-1-.-fc-y r e w a r d points may be referred to as 
'^Smyiii±^~-s~~i?4:^^ VIS ABEST BUY/ CITIBANK Points", or 
"BLOCKBUSTER/¥i-SA-MEKA_^^^ or "GAP/VISAFLEET Points", 

etc . 

The merchant is thus able to leverage its pre-existing 
contractual relationship (s) with the acquiring bank and the 

credit card networ k-y a-Hd----ei-eh:e2=----^ the----ee-H-fc^e:i-----s-e2?^s?'e£ (-iH--eft e- 

e¥ffee^ij¥te-H-&-)- e-sr---^:^i:e----&e<^:^i4r^}4:f^q---himk:----i 
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merojDer banks so that the issuing bank will keep track of the 
loyalty points awarded by the merchant to all of its 
customers. Similarly, hundreds or thousands of similar 
accounts with other merchants will be kept track of in the 
5 same manner. 



The maintaining of these merchant loyalty points may be 
undertaken by storing user and merchant account information in 
a database associated with the central serverissuing bank as 
shown in Figure -±--2--;-14. Thus, Figure -1-2-14 illustrates a simple 
database format wherein each merchant and user under that 
merchant has a record which indicates how many points are in 
the account, as well as other optional information (such as 
par value of points, restriction on use, etc.) The format of 
the storage of the information is unimportant and may take 
many forms as well know in the art of relational and other 
types of databases. A simple transaction log may keep 
information on each transaction processed by the acquiring o.nd. 
j.s-'^-iij.itq I ^ X. ; this log may be easily modified to include 
-.^v'^- ^ ^ ^ point information as well. Thus, there may be a 
setup fee charged by the e:ee- d it card network operator issuing 
bank to initiate the loyalty rev^ard program for a merchant, as 
well as transaction fees that provide for a small percentage 
of revenue to the e^d:^^ t--e6:^-^vefc^e-^k--&ee::K^6: t-eriK^ issuing bank for 
each transaction--^?Te:de--b^=--fehe--eefl^^^ 
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Likewise, when Jser A visits another participating raerchant 
such as aijQCKBUSTBF., cnere may oe an instruction sent .trom 
25 M ^'"F^ t. ^-N^ nn. J^^ a chouM hav-r' -O zr ^d^'^^ to 

o K bi BN? ^ P 



establishea ana scored m a reward rules datacase, for 
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many times cumbersome for a user. Experience teaches that 


manv users do not even bother with obtaining frequer 


It use or 
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Although some issuing banks have their own rewc 


Lrd___poi_nt____ 


program {such as MBNA' s MASTERCARD), these programs 
p^ ntc to ^ cet i: "d ai <r- a 


av/ard 
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benefit of 
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20 a . s'"j -f'" o 5^ ^'~'':ts" and obtains the account information 

on his MBNA statement, but there is no branding or loyalty 
based on a transaction with a given merchant as in the present 
invention. Moreover, the present invention provides for 
redemption of points and aggregation of points in a manner not 

25 possible with a prior art issuing bank loyalty program (the 

items that can be obtained with issuing bank points are quite 
limited and often render the benefits meaningless) . 

Under this invention, each purchaser/cardholder enjoys 
30 the benefits of being an independent account holder, earning 

loyalty reward points with every merchant that elects to 
participate under the system. Likewise, each cardholder may 
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execute a transaction wherein points are purchased from tfee— 

Hrefc*/€i-i--k--e-!9^i-r-a-t-e-r-7- a-Fh---a-e<?.=ei-i-i?-i-a:g"--tea-H-k7- an issuing bank or a 

merchant, at a discount rate that will provide transaction 
fees for the points issuer/distributor accordingly. The 
5 purchased points may be redeemed, or they may be given to 

others as a gift, or sold to others, etc. The points have a 
par value that may increase or decrease. The system may be 
configured so that there are no restrictions on their 
transfer^ — (i.e. so that they are fungible and fully 
10 transferable) . 

L i-'-^cr hcirio -^ci^ ^ a^i ^ ^ . a k' hi ^ ce^ pc nt^. 

15 points he nas inaependentlv accruea on his creait card iovaitv 



As previously ment 


■■ - cd. 


>. V I - b3 c^^-^ac ich^i 7 


_c - c t 1 c -.1 -^cirt It <--, 


1 V -^Iv^. 






k , i 


t 4 < J 4 d dj 1 . '^j 1 


I ^1: '-q ria ari :i t r. ir^' 


-v p^ nt^, Kh - \ 


1 I ore 


/lae a completely customizacie 


ana fluia loyalivy point 
n e t w o r k in f r a s t r u c tu r e . 




using an existing creait card 



25 

Although the present invention has been described with 
respect to the use of a credit card, the invention will 
operate in the same manner with the use of debit cards or 
check cards that are becoming popular today. That is, the 
30 methodologies employed do not vary significantly when a debit 

card is used (except that the purchaser's account is debited 
immediately by the issuing bank rather than billing the 
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purchaser later on) rather than a credit card. The present 
invention includes the use of such debit cards modified as may- 
be required to operate with the same advantages as herein 
described. 

5 

Likewise, the present invention may be advantageously 
adapted to provide merchant-based loyalty reward, points based 
on cash transactions as well as the aforementioned credit card 
and debit card transactions. Cash transactions still make up 

10 a substantial portion of purchases, and it would be beneficial 

for a merchant to provide loyalty points to purchasers using 
cash in addition to those using credit or debit cards. This 
will further increase loyalty to that merchant. In this case, 
the purchaser would still have to present some identification 

15 such as his credit card (if the credit card number is being 

used for unique identification of the purchaser and indicating 
his loyalty account with the central server) . Thus, for 
example, if a purchaser pays $50 in cash for an item at a 
store and presents his credit card, the credit card may be 

20 swiped at the POS for the sole purpose of awarding him 50 

reward points at the a c qu i r i n g i s s u i n g bank server. 



In situations where a customer may not be creditworthy, 
or simply may not want to have any credit cards or debit 

25 cards, a ''Mummy" card may be 4rS-s^:xe ^used as the token that 

takes the shape and form of a credit card, along with branding 
by the issuer, and which may have the logo of the credit card 
network imprinted thereon, but which is not tied to a credit 
account or a debit account of the user. The card is used to 

30 link the user to a 1 o y a 1 1 v r e wa r d points account in the same 

manner that an actual credit or debit card is linked. (In 
addition, when the user wishes to redeem his loyalty reward 
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points, the points may be utilized for a purchase by 
presenting the card and swiping it into the POS terminal in a 
manner similar to a credit card presentation.) 



5 In the present invention, reward points accounts for a 

user shopping at a merchant may be opened and awarded 
automatically, or the system may require an enrollment process 
by the merchant, in which the merchant has the opportunity to 
capture relevant demographic and other data regarding the 



0^.-'^^ th'^ puicnooc^' ^^^■■'-]v^d ioyoity pomto 

invention, — he or she may choose to redeem his lovali:v po±-iyfe^ 

m any one oi various manners. In one e mr; o d. i me n t , — t ne 

pi jLC-i^....Oi 'A±±l ■Ov>eut-> e p.^rchaso transecl^-o*^ 'A±lh .^-y 

fi-<^'. d'-r-eeny, r...d i..d'-:>rK'^ tha* h'^ i^'h-e'r *o '■^^ ^ 1 --e ■ 

-v-oyalr.y points to pay for the item m full or m part. Fs^?— 

example, — the purchaser may want to use b, 000 of nis Smix^n 
ti_j5i r_.. r'^war> pc^ni s <\<-^ . -fT-'-^i ~ k <^ r ^ > { i r-^i 

flu PU'- -^t rt rf} h. S TrhMly 'it ' ^ ^ / 

— -ijid-! cat"!; J^i-^ -t ^'-t:^ '^'~}-t4wht- ■a^-t.'^'i:' pnv— c- ^ ' o-- 

mav be over a web site or physically at the restaurant. j . 

ihi li thai ho juroii-c nt i3 h.±G -cr-^c^it eerd .,o ne-k-y hii3 <:aii lal- 

' (T^-^. ib*="- ^-M-^M^. ,-(.y4^^-:!=-^-^ t'^ie v nrohac-ei: ' c — j nya j t v^^f^-ou' 'Tr-. 



mt:'> ■'' •'-^ 1:,:,..^^:, aX I T ' ' S t ^ ' ' 1. t T O H -^O >.^OU''--^ ^"--^ lovaltv .■('.-'O 

x^L ^d^if}!' ^fi 1 e th-t ±j ttm'-f h - v ^1_ p-/ ^ h"^ 
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network . By paying a modest transaction foe. — Hr-re^; — e— 

chargeback) , — the merchant has gained significant loyalty pov/er 
th-a-e----wa-s----he^et-6-te£-e----«:R-a^v=ai-iebi-e-v- 

In. a further err'toodiment , — the user/purchaser may aggr^e^^^te-- 

reward. poiul-S from m^ore than one loyaltv point account zo 

■ ■ . £ ■ ■ 1 c^-' 1 ■■> ■ '-■o p'^.-"'--^ - , "^i-' at — 1-< ''■'■^ m-'v d(^?&-'--v or 

■>v< fi h f >r-ld^^ if 'j^^^filar r-cv/ar-c. a'^e-o^-^nts the v:.iiot^^ 

£. TuT^^C, inOvl^^ th^^-t^^fC , r-->' V-'^h^^C, VH-'^V^ ■'-^r.-roi Ct.^fC'^, q^s 
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i limit to tne number a 
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ul ■ ■•^■■vs ■ -t:' u -t:''' — t;.. n'unoge the f^x^ nanaid '-^f — ■ ■■-■'y ■ ■ v P'^ ■ nt':> 
rti-^j nt , d t } s -i-^ u <^ ^ ^ -i-vHil-f^ ^ r Mt s 
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S-i-ri;ee--h4: 


I 









loyalty points information from the various databases and 

^(.■^■giL- pO'ntG — t^'lO ■■is ^\ 

be proviciea from L.ae mercnant to T:r!.e central server that 
15 Oirola 03 o iho umyi: r >f p>^nt 3 -c ^^^^-i-d ho, ior 

■e/ri p-pl'^, iC ih^ "y^i f'^q -f^^* - thn S,0-9-<^ ^><"^i ^ b-^ f-<^^ > t-^'i 

-f- r om his Smith P.izzeria ■■.oyarr.y accoi-int to hrs VISA exchange-- 
account, — tnen the Smitn Pizzeria accounr. will be reduced oy 

nV 'A±_l ^ si ^'j i\^it^3 ~ 

20 ffte^^eHa-H-=^;----e-xeiva-ri<?e----€ee-; t^>--fcfte--V-IB-A--se^-¥e:S^-v ■±-he--S-if!-i-^iv--P-i«-s-e-^^i-a- 

^. -I ^i. t ^ f ^ ^ X X 

uTo ...K . .... f oxu"^pi-C b^-^ $ T^^^ OL^ruaa^oi ■ ■ ■ ■-'■- 

±>-q-^i -N + -i. o t^t dii-c-ct ^-c y .1 . y -c^is ?i Ln«-t i<^i . ^ >c-C' 

25 oe ri -e ^ -rtt , ^f.-:. '•- 1 1 ! 1 — acre to reoeem his excnange 

tha^ n'eri'hant as rart ot network-based 
^•^ r i !-> > 
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-c-j-it'haii-c . "hilt ±^^7 -i-ft-- 
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cards on i-ne same account. ir. 13 notea that x^ne user mav 

•w^^/4vk-----iv-f^•e---ffie^Fe-)^:a-fi-fc----a-fH^ ' 
the exchange server. 



!(feeft----fche---pa^^e4^Les^e£----^^ 

i-qofi-ecfri fKJf } of h-er lovaH v ro}*^ t i o^ff v > s per "^h 
e-xchanae rares may oe set wherein the purcriaser roses some— 
Dornts or value as a t:raRsaction ree jDased on the excnanae . 



merchants and me excnanqe 



•^r-cp"'- iy '■n -c •"d-c 1 pri '■d-c a I ^ l <<^\]')<:^ 3 •cit'- 
K -5: < h ^.a} t V w } +e Iff a I ai }*^^ -f^e f^n-e*'- ■f'-e t -i^Tft 

irt -ti ^ ;i 1 h-^bu ■ h"! ■■^1 .^t n^^^'- ^ — ] o^^i ] t ....d ■ ■■e' -■bi ■ 1 1 .^t 

-^C' "se '^is loyalty points in ways heretofore 
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■^xeKann-t e-cmi r j"^ rp3 c >I pui-c^.. r^^j ^ > 
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(f u . .^....'^a M f^-Hi 4:^e} , ".'t .... -r-i-r t th-e t i rHK-..i . > i - 



1- r- x"^ ^^^^t-^^ , al^a■^^ ^ —a 

30 with revmra points to bypass rne acquirinq and issumq ioanks 

1 ni pii-c-^x ■>!._■€ ^ i li-^ i'C-i^*i-"-± ccrvir, a''-.'=iun±^ j '^..i 

{)y^ ha ^ J "7 p ^ n^ s i i. - - 1 U vaU v d >^ 
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e^Dhange account-iG) . fi^—^^^re-eyen': that part o± the— p urcha^^ 

rtu3t b<" Ptii-cle wxti the t'redxi caro, i^e-'- pay^Rent ol i -ee i-alaf ce- 
w<>*-3-Ui he f'^d j f'^c't-ea to h-e -atxp^ i ^--j ^-uuk ^iini ^^•3^.■3^>'u-q hui;"- aw - 
oor'^ ^ i" tire p> ^-^ t =f-'^'' '^^u--^-^ j;'++-^v"''-^8<r'^ , 

iiii ive enu-odx^a-^nt, l = purWias-^i fay b '^li ^. t a'^ 

I). F f >H>pff <Vit'> + f>q of } LeM'r p=i-x>v i-tiea in oof> ;U£K'5 t i of> wit-f^ 1 h'^ 

cenr.ra.L exchange accoi.inr. . For example, — in z.ri e V-irBA- 

embodimentf VISA may partner with an entity or entities that 
^j2.:s.....p£.0:,jc4^^....:^Q....4.:^....£i.....^0.^^^0e 5h:e--pu-i?eh:a6er^-- 

accordingly. 



In an alternative embodiment, — an issuing bank may fill 

th -i. i th-c -^xehan^f-c j-c * ^ th-c j u + n'-f h i 

i h'^ pi e i-ir- if P^iff he <^ ■f'-e et > t t d f 
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1 "^u t "^xi I n'-K i K i i i i 

i O n p n t » i h n act ^ i 

^av 'Pa -^^ pu -^-^ '•-.O'-'t-iun w -nv — jh*^ 

u' i''^P' — h.^s ■-"-G-^it .'..--d Ho c^'" .noic^'t'-^ ■ ---t ^.^ l■^ m-r 

pu ■€■«■ ■€ v\ acf 1-ccfa -c-d r^i <^n ^ ^ Ih ^ an-^ i i ^ 

h'^ p-v iir- ^■^■^eiS'-lv ov-er it s 
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a*>^.^o. n ^i.: <^..cOf an ^K<~^i m L ^ -^d bc-Pi- >i 

th'^ fi-i^i: > 'i*'-- '>*hI .■f'-e ^l-'-^} t hrifa-er r>-y th-<r- ^ i .nq b'^ >>''^.. 

5 ^ X — — „-.i.^;j-.-..H-=_^ . V k t 

1 _ ^ ' _ X ^ ' i _ 'a'^-L ^ ' '■K , t < ^' a v ^ 

p> '-de t > rH>^..t . '■nR-^r.p-a. reO'^-rd^nof .-i-^y. . ■'^ p<---id ^ 

awarded by individ-ual merchants. 

Rezerrinq to Fiaure 14, an example ot tne oreseni: 
10 mventu-on will ce aescribea, m tnis simplilied scenario, 
^'^^j J dJ) pur ^ I'lt.;^ pj_ij_dajls .A risr-^ o'\... 1 d51) r^rclunL 
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Each or rnese accounts Al-Ab represents separate loyai 
accounts that Ul and U2 nave wicn each of these mercnancs 
.nMvj uirjl'y. ''ur exarrj^e, AJ .va^ jecreoe""" U"'o "oya'w 
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. \ a c^u f 1 i J "^if' -i-^^ v^, 
pM.^ ^ A ]o/j] L/ srher^ j Lhoi L ^ i_,^n,^^ illL il^^lT^ ^ 

infrastructure of the meinlDer banks of the credit card netv^ 
By paying a modest transactioR fee (i.e. a chargeback) ^ th 

- ^ is___ J J ^.-g -^lan ...ant v P^'-^^- t ba a__ 

heretofore unavailable. 

in adaition to using a reward poiniv redenipivion 
n iir fror »r- -r^i.hanl L. ^ j - g oanl ( 




^coiiption r Ice Foi ^ c- ^ ^ -^^ i ^^ai co c^t.-bl , <^ 
'C^l^ pi^\_i a^-. ^3cr-" Ic icdc"^n^ N-^i'-oi '^Lh - 

n r,< ^d - JJl_ ^ o_^l_rjr il^n }. . b,j u_ ^ u 

^ i-- itTon, a 11 ^ Id, r b' . ^c.ic 

reward points with a merchant basea on tne purchase price or 
an itera. Also, a rare raay oe establisnea wherein users reaeen-. 
^ 'L. :2ILiV_j !ir ^11 q'^^^q-- -pb ^__s 

- ^ ^ -u ^ vou d p-cnc^ -or lew^ic pj nts ro V^^ led^en^g 
onrv on certain aays or aates, and/or oniy at certain times or 



30 aT: a poiht: of sare, such as a store location, or it may occur 

on^i-^-^ z-^ pz^ ^ cf an -3 l_n^ pu_C'^'"c " 3ac t ic n 1 h:^ c " 

o i, ^ ,r , _ u . 1,. ^ ___kl'L^^^'^^t L'^iZ__z_J^ illL_ 
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r . " i-^r ^. i-na^ s" Jiay b"^ dun" i:.e .-.o vtr-^ is^ k-^L d 

^"^ - c i"' t-Ve art, c " - i: v entering "^i t c- d 

nuiTiiDer as parr, of a purcnase r.ransaction over the Internei^, 
10 m aadicion, mivancfible tokens raay ce used, such as a user's 

. ^r-i i] :ij .Y_ iiruoer a pr^de-^^ned ^N. I"^ 1 h' ^ vnit Ht i 

^ ^ ...-^ --^ 'T- - -I \ s .-^-^ , 

thtri ^ e 1^^ 1 1.1 -^a k n^\' z^i u"0_ t 1: s r^».ar^ a^i nt 

by tne S5N (or other PIN) even tnougn a credir. transaction 
15 does not occiar . 



f^'■A^^(^'■ t ^ -"^ ^vi -'^^ 



11^ - n ' be 


rev/ai ^ ]. t 


c c-1 ( Cl 


redemption) , or 1 


i - ra ^ 


d ^-^\ T 


(without point issuance). In the case wherein a merchant 








ar 0 1 ^ d t 


^1 1 1 i c 


trom vjnicn otner mercnant 


..V V a -c c ..inl s 


L nc 


: v/ili accept: and redeem points. 


Wh n r J h inl A i 


ho. ^ 1 ^ 


"r 1 p ..n L A \^ J \ i 1 v 


^ l"d Il>^ 


P lh"i n-] 


a t " 1 O T tr 



auci: -co a pur 



the pur 



ser that costs $1 

f- 1 h-- pit - ^ 
I t p- p_ n[_ 1 



n c jc 1 i q c ■^i.x-^ i i r-nai t 1 

^ P-^^"^^^ Ll5± rrh^s-^d ejrjAjnL 5 \ 

T ^ ^ ^ ^ L^lJl__l______JJ 

5 the___ sa_ie_, that it__ wqul_d___o 

L 1 i K t - i III - I t 

f ^ ^ L " ^^'-^ P--^ 1^^^ Lif:^ 1^ ^ 

^ ^^-r^r, tlr^n ---^ d sec ]it ^^c re- ^ to . - so I a ^ 

same L-ransaction as aoove wii.1 result m z.ne merchant A 
10 receiving y9.5u rather tnan $9.00. 



jt 31 ^ I ^ (1. ^ ^ t e L c 1 

froi ^ d e 1 e nc '^■^^), e i^d ^ni t r ictant n 

15 "^IccL Ic r c ICC ^ on s •3p^. oil u'^il v cr L pu a ^ 

d .or u J ^ J___n^ . . .or ied^rp ^ Vor e/d-p2_, 

L!i^__D^: -t r^^ -vi ^ is h^- ^ i-- ^^^"^ 

vaiue for that particular reo.einptiori. or it may provide a 
purchase price discount, etc. 



^ ^ o . . r^-^y the 

ni. - - t av cu ^ K the p nt >, the ^ci o n hasoi -ray 
ajaroja _c\\ ._d rc i'^" c iic r u rc than c^"^ rcichanl _-3v--_"v 
^L'-^^J ^JZJiiiJ o .noje--^»r- h . o.i.hd-.nq pou».- ;hd__ 



30 trp-^Ke K \itYi c ->tcn t Lcro 1 loydlty o^-^oran U'^dcr i~ 
^B}!.^±i9B.r t!i§±e...is__ virtua 
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ci -icr^'^ci^t Izyc-^zy accounts that a user ina_y have at his 
_3C _"a b.. 



Loyalty points aggregation is Lindertaken by 



c c nc A,^ ncTb-^ ^) '"'he d ^ 3i -^xc^ q-^ ci 

allows a user to view nis loyaiivy points oortiolio easily 
{ a J p t'^ r d i 1 nt Ti 1 d ^ Hi 



user to manage the exchange and aggregation of reward points 
from any of nis maiviaual merchant accounts mro nis reward 
p nL cyr'han-^-^ p-cu'^ , an Ic /'^ 1 h-^ s-^i n cy-^-- 

1- K \ \un r rr h js" 1 ran _r i ag tr^g j "d r"v^ jr 

p nt ^ui fx-n^ L \ "'a <^ i ^ 

exchanae account Ei vi .k {such as CITIEikNK) 

1 m 1 I I K ait r L h 

i L r J i It 1 J /:) 1 



i d c i ^n ^ i 1 b u n ^ b" < 



or 7 T 1 w 1 t ^cd c -^ntc o 

-^u i I a'"c'"^nl '^un -^i , j n^ h j IriyalLy r-^var-^ aT nL 

J 1 . t J -"d d J e L 1 V L h ^ J L ^ d n . rb^ n^ r 

d (r-/- <r-i: i a 1: ^ r^ ar-* p nt 



ti 3n l^-f-^^ n-^ " CCDU a^ I'- ^ icd CDn-i-^-^ -■tier 

wi 1 pi i i n U fK 1 h c d PC 1 

h n J ^ t h i j 1 t f t rb 
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p:i-.nL3 <o i rancl -^i-C Iroi '■1.3 b_ a 




. re war a 
















araountf which may for example be $3C 


c ^, ^ 





0 L ^ n d - r ec L 1 oyr.. ^ . y 1 



points with the mercrianr. Ml since he has excr.anqed. T:.nem. into 
his reward Domt exchange account El. {He inay still be able to_ 
reaeem his exchange points frora El v/ith thai; nierchant Ml as 
p a r ^ of rj r-U.sL»r-^ or n"-' '".or <-oa...ed ^ a'"\..rjcL lun, aesc^ b^r -^ . 
below) . 

^3±^3^^S^I}....9l....±^^±^...E£:?:I^ 

^ 01 jc al CW3 u. c Ic u. c J -^1"^ c'""^ciL c 'J ill 

1 h" . n»r- r"j;.hanl ana r ^jip ne the p^^nL j un" pur --»r- 

''nt 1 , i-^ the "Vent t c iKt- nc <^ un-^ 

ltd c^i^ d --fc n I' ^ 1: ^ ich^-^c "^t 

fK L h <- a 1 r i li r ~'ni 

i ^ 111 1 I f J 1 < J <■ r J ii 

ttr a'.^v-'^l: "'■^-^t" tt - 

ac nt, c\' -.r-^ic^t: ^ 1^ J t^^i^ ^ v t i r ibe 0 
Ihi 'd ^.1^1 cyr'han-;;-^ soivC*" an^i n<^" ur^ n-;; 1 h"^ cyrhan-;;^ 

1-^^ r_ 1. agar -^g J " 1 h" po nl s ^ on 1 h" v ru;u-- j^r ^ nt ^ 

n <r- T ^n no b "> <r-l: "ir- S T 1 ^ D \ a K ^ ^ "r' i: 



30 ^if-ti ^nt -^-c^ nt t the c^ c ^d ro tc ucc c 

exchange server . 
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only net 3f000 exchange points for the above transaction in 
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3 rcV ^ r cr 1 1 n ^ 
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/ otherwise be unable to 
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7, 000 from another acc 
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>^ Jf ^Jt 







account , 

After the purchaser has aggregatea his aesirea points 
may execute a reaeraption purchase transaction with ivnose 
jL'OM^ls. \-'- t h--^ jL'r --^ier . ev,! '-^.rb^^ MJie"" , the pu Cr^oe/ nav 
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h - 1 -c N - i - . I - : , ^ : 1 ^ :i 
^ j. j. 1^ d r o J I ^ ] J i \ pu _^ i _5- ^ t h 

L___J I T- i J i i p tja 

transactJ^on, I^L...5Ais...case, thejrierchan^ 

pay a small transaction fee to cover the administrative cost 

<■ \ ^ c, ^ aqj:-a L »r-a j:^" ^''m no»r- L I'^e ^ 

p ir- n p v tc al or oart o t t- o rciia ' I 

aqareqated rewara points . wnen the purcnaser executes tne 
■'^cnrl i^n ^.^lchaJC Lian<^ c -3 , " c n nh-^ ri d-^ j q-^ 1 ^, a 
1-^ d (,£2 ___ a<en ^11 1 h" d r u j \i. h in <■ 

£ 1 i T- t L ^ 

r 1 1 <- 11^ ^ t-l -5 te -^n p 

tV ti 1 e av ^ n'- d <■ r 

i 1 pu'"'" ^ n -i > / " -jv " V »- ^ d "1 

ued >-^v Lhj rerrhjnL ( - uop ^ to luvallv je aj a p^^n L 
.trom another merchant) , 
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As previously notedj an issuing bank raay fill the role of 

user's merchant-sponsored reward points accounts. Once the 



p /:! t }vi e 


b-<r-j -jg «. T L«r- h/ 


ST- ^ ha er 
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(r- U t 1 


l: f 1- -^S" tl: ar "f 


T th " > T"rchar 1 + ^ 
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nsaction, or it may be do: 
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t ic -iLte na el 


he 1 


may simply 


choose to pay full p 


I c-^ a c ■"w'^ d c-^ 


i„-^UCe 


his bill fr 


om the issuing bank : 


by a corresponding araount 


of 


aggregated. 


rev/a rd points. 






The sy 


stem of L-he present 


invention may be adaptec; . 




id ai . r- 








er . 


u 1 1 h " n Cifed 






the network 


As descrrced more 


fiT. ly be.oi^v, the 





server neeas z.o be m communication with r.ne comiputers tnat 
store the maiviaual rev/ard points accounts, m order for 
points_ ag gregation to occur as explained herein. In a 



reward point accounts into the points exchange account as 
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In one aspect of the invention, the merchant is the 
entity that essentially funds the administrative costs and 
overhead of the loyalty program. Thus, the merchant has 
acquired entry into a powerful loyalty program and robust 
5 customer acquisition program in exchange for paying nominal 

transaction fees on points issuance and/or aggregation and/or 
redemption against the incremental revenue gained due to the 
loyalty program. Unlike a network-funded loyalty system, 
which provides nominal incentives and is highly restrictive 
10 with no meaningful awards obtainable, the present invention 

eliminates restrictions if desired and provides a broad-based 
points issuance, aggregation and redemption network. 



In a 


further embodiment of thi 
T-i. ^i-n ^ el^-ijl-c*" n 


^s-^-^riiyy^erivtion, — a methodology 


t l^i n 
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er mav be dermed ov a 
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£tiiy----e-i-----the----ei^ws-*;«-^=----pa-^?feH«^s-----a^^ 

" ^'^^ r ^ -i 1 J lu^dlt^ + i ^ 
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fron z-occ accoi^r.rs, e the: ir.t ^ e ^ otLc: cr ::.t:o an__ 

exchange accounc as aescribea a-oovef if aesireci, 

In a further embodiment of this invention, a Tae thod ology 

5 ^:^^l§II:!^S^...±9....i2^±§iI^....^^^^^ A... 
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25 fTt f 1 st(r-_ Dir-ii ^1 P J ^ dT 7 loyalty points 

a usei makes a o: :.;:;::h.T36 at ci-3r.ei meniber B, he may redeen:_his_ 

poiTvts. if he tries to redee;r^ points at cluster member A o r B 

X [ i 

30 c I te Y 1 L ^ d n e c -^n tier '"di c n a 

piz -^1 r-^ n h I r-^ r 1 c n c ar-^ 

ijL I 1 t r ft i J ^ i'^ i h t h "j '' s 
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cd>-c , el dirt" 3e 

1 Ic ii roi L 1 - 1 - 1 c I ^ i L 1 L 1 1 



to shop__ a,t_J:J^^ 3.i?::?e....t^}.§.Y.... 

f i ___ r-^j;.hdrl n d -^ttr- 1^ rdl \ er jl t % 1 

^ I "r^ dr •'(^d ^ t f tier T <^ u '^3 i -r-s 

c o u 1 G be e a s 1 1 v mo d i f i e d a s ____d^^^ 
exit the cluster. 

1 <- 1 1 t ^ c ct n t- d til'- 1 <■ d 

\ 1. c e c 1 J L ci 

m h . -i-^ c*" be •i a<ri c n t rJ^ n , 

-■j^ \ 1^ V d r u J t J u r ^ I e r r j r L ne r / 1 \ b"^ aqjr o' t - ^ 

I th fc--^ ut f rit ^ c r t^xC" i-^e t- 
^ Toi ^Tci ^ -"C" nt . "^l" t '"1 "dv ■^aq •^a^t'^ 1: I cilt ' 
] ni '■n -^1, in n ni 

A ^ , s ru 1^ J r 

Dtr riut C-^l: / t f d'- J;; 

■ii^ Tdv e n I' itd^np pu c^-'cc cn a \' c c u cr 

p . d ul h 5 .cfq'"-^cf L"^c '"d 1 c ra c 

the item in whole or in part. (He may also use his reward. 
points from one cluster partner to pay for products from 

another cluster partner, even if not aggregated on the 
exchange account. ... ^ . . . ^ :\ ^ ■ . 

By implementing a cluster partner methodology as 
described, each cluster partner may advertise the existence of 
the cluster and the partners involved, which will help each 
partner drive business within the cluster for the purchase of 
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a given product or service. That is, if a consumer is a 
member of a given cluster, he is more likely to use the 
products and services of other members of that cluster in 
order to build his aggregated loyalty £ewcUxi_points quicker 
5 than if he used merchants not in that cluster. Thus, although 

each cluster partner has gained an advantage by offering his 
own branded loyalty points as previously unavailable in the 
prior art, each partner has also benefited from the marketing 
powers of his cluster partners to drive business within the 
10 cluster. 

As mentioned above, clusters may be defined in any way by 
the system. A cluster may be defined by business groups such 
as an attorney cluster. This type of cluster may include 

15 merchants commonly used by an attorney, such as an office 

products supplier, an accountant, a legal research firm, etc. 
A homemaker cluster may be defined by a supermarket, a dry 
cleaners, a bank, a florist, and a hairdresser, etc. 
Likewise, a cluster may be defined by similar merchants across 

20 various regions. For example, a limousine cluster may be 

defined by a group of independent limousine operators across 
the country (e.g. all services that operate at an airport) so 
that a traveler may be have incentive to use only those 
services when he travels, gaining the benefits of increased 

25 loyalty points aggregation by using those services. 

The system in this embodiment will thus include many 
clusters, and some merchants may in fact be members of 
different clusters if permitted by the member agreements. 
30 Groups of clusters may also form marketing agreements amongst 

themselves to allow points aggregation amongst clusters. 
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In a further embodiment of the invention, the system may 
operate to include certain types of businesses in an exclusive 
manner. For example, the system may be adapted to include 
only one pharmacy chain store, such as WALGREENS, as part of 
5 the loyalty network. In this case, WALGREENS would be the 

only pharmacy store that would issue branded loyalty points 
that could be aggregated with other loyalty points as 
described above, both within as well as outside a cluster. 
The system may also be adapted to allow other smaller 
10 pharmacies to operate in the loyalty point scheme if desired. 



A merchant may choose to opt out of the system redemption 
process and accept points only that it previously awarded. 
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For exainple, a central server may reside on the credit. 
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nac; earned -cnem nimseif. 

.rtVier de di^s A j:^'" ^rd point aggregation will now be 

de s c r i bed. Re vv a r d points aggregation is described in full 
detail in U.S. Patent No. 6,594,640, owned by the assignee of 
the present invention, which is incorporated by reference 
herein. As described in the ^640 patent, and with reference 
to Figure 4, a plurality of reward server computers 10, 12, 
14, a trading server 20, a merchant computer 30 and a user 
computer 40 are shown in communication with a network 40. The 
network may comprise any type of communication process where 
computers may contact each other. The present invention will 
be described with respect to an Internet-based network where 
the reward server computer 10 is associated with an airline 
frequent flyer program. Any type of reward server may also be 
used in this system. The reward server computer may be a 
credit card reward program such as offered by American Express 
where the user earns rewards based on purchases or an 
advertising based award program where the user earns rewards 
by selecting advertising content. 

A user of this system may acquire and accumulate 
rewards through any prior art means such as shown on Figure 1, 
which are then posted in a user's reward account 52 that is 
accessible through the reward server computer 10. The trading 
server computer 20 is in communication through the network 2 
with a user on a user computer 40 and is additionally able to 
connect to the reward server computers 10, 12, 14 through the 
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network 2 in accordance with techniques well known in the art 
for Internet communications. The merchant computer 30 is 
representative of any site that can communicate with the 
network that has goods or services for sale or trade. The 
5 merchant may have a direct relationship with the trading 

server where the direct relationship allows for a streamlined 
process for allowing a user to acquire products offered via 
the merchant computer. Alternatively, the merchant computer 
may be an independent merchant that does not currently have a 
10 profile defined in the trading server that will accept payment 

from another computer system in any one of well known e- 
commerce embodiments. 

The rewarding entities may be any type of entity that has 

15 a service for allocating points or consideration for user 

actions. The reward server computers 10,12, 14 may be of any 
type of accessible server capable of holding data about a user 
along with a corresponding earned value that is negotiable for 
other goods, services, or points of another system. In the 

20 preferred embodiment, the airline reward server computer 10 

may refer to one or several different airlines that have 
frequent flyer programs or the like. The credit card reward 
server computer 12 may refer to any type and number of credit 
card server systems capable of holding, increasing or 

25 decreasing a user's earned rewards acquired according to the 

terms of the credit card program to which the user has 
enrolled. The marketing reward server computer 14 may refer 
to one or a multitude of network accessible marketing systems 
that allow a user to have an account where points or other 

30 redeemable value may be stored, updated and redeemed by a 

user. The trading server computer may be any type of computer 
system that allows users to access the system in order to 
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perform the processes involved in this invention. In the 
preferred embodiment all of the systems described are 
accessible through the Internet and the user may freely 
navigate to any site by means well known in the art. 

The present invention allows issuers who originally sold 
reward points in their program for use as an incentive by 
third parties to repurchase points at a substantial discount, 
thereby reducing their liability and allowing for a trading 
strategy that enables points to continually be sold and 
repurchased. This may be a separate accounting procedure than 
what is used for points that are granted. 

The method of allowing the user to redeem the accumulated 
reward points from one or more of a plurality of reward 
entities will now be described with respect to Figure 4 and 
the data flow diagram of Figure 6. The trading server system 
would allow users to "log in" to access the functionality 
provided where the user may interact with applications, forms 
or controls. For example, the user may view his account 
information by using a web browser to enter the appropriate 
identification information and then select buttons, links or 
other selectable objects to navigate to the part of the system 
desired. The user, from the user computer, makes a request to 
the trading server computer 20 at step 102, requesting 
redemption through the network 2 for a portion of the pre- 
accumulated reward points stored for the user in one of the 
rewarding entities. A user reward account 52 is associated 
with each of the reward servers but is only shown in Figure 4 
connected to the airline server for sake of clarity. The user 
may interactively select rewards to be redeemed, or the system 
may determine which rewards are to be redeemed based on a 
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previously defined user profile rule. The trading server 
computer 2 0 "obtains" the reward points from a reward server 
10, 12, 14 stored in the user's account 52 by contacting the 
appropriate reward server at step 110 according to the user's 
requirements, by using the connection parameters as defined in 
a database 54 on the trading server as shown in Figure 5. In 
one embodiment, the trading server retrieves reward account 
balance information at step 114 from the reward server for the 
user. In another embodiment, the trading server transfers as 
part of the communication 110, the requested reward mileage to 
be redeemed. The reward server computer 10 decreases the 
users reward account 52 by the requested number of reward 
points. The term point is used to reference any earned value 
that has a cash equivalent or negotiable worth as in "frequent 
flyer" point or mile. The reward server computer 10 conveys 
consideration to the trading server computer 20 where the 
consideration corresponds to the number of reward points 
decreased in the user's account 52 on the reward server 10. 
For example, the consideration may be in the form of a 
monetary credit to an account that exists between the trading 
server and the reward server, that gets paid at the end of a 
predefined billing cycle (i.e. every month). The trading 
server computer 20 increases the reward exchange account 54 
associated with the user by the received number of points. 
The trading server computer 20 in turn, receives the 
consideration from the reward server computer 10. 

In the second part of the transaction (see Figure 
7), the user from a user computer 40 may make a request 150 to 
purchase an item from an associated merchant computer 30. In 
the preferred embodiment, the merchant computer system will be 
a networked computer system accessible via the Internet. The 
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user would visit the site by selecting on a link from the 
trading server's web site or by entering the name or address 
of the destination site. The user may identify one or many 
items to be acquired from one or several merchants 30. The 
5 trading server computer 20 would confirm that the user has 

sufficient points to purchase the selected item by checking 
the user's reward exchange account 54. The trading server 
computer 2 0 would request the merchant computer to deliver the 
item to the user. The user delivery information may be 

10 retrieved from the trading server computer 20 or may be 

supplied in some other manner. The trading server computer 20 
would decrease the user exchange account 54 by the number of 
points corresponding to the purchased item. The trading 
server computer 20 conveys consideration to the merchant 

15 computer 30 equivalent to the cost of the item by means well 

known in the art of electronic commerce (eg. by a preexisting 
account, credit card, etc.) In the alternative, the 
consideration may be a direct transfer of points to an account 
associated with the merchant. 

20 

Policies and profiles may be established to 
automatically contact each of the reward servers according to 
a user redemption profile (see Figure 5) to transact the 
required payment for an item selected by a user. This profile 

25 may indicate the order of redemption and method of providing 

funds sufficient to cover the purchase after redeemable points 
are exhausted. For example, if a user has a preferred air 
carrier where the user would like to retain mileage in that 
reward system, the user may specify a priority of use 

30 indicating the reward resources that should be exhausted prior 

to accessing the most desirable rewards. Following the 
selection of an item to be acquired, the server may contact 
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all of the reward resources according to this profile to 
selectively redeem each as required to meet the purchase 
price. The process may be performed in real time or as a 
background process where the user may select how the 
5 transaction should proceed. If the user exhausts lower 

personal worth resources from the reward servers, the system 
may be required to contact the user before the transaction is 
allowed to proceed to redeem points. A classification system 
may also be used to indicate rewards of similar worth. If for 

10 instance, a frequent flyer program supports multiple 

classifications of miles that may be redeemed differently, the 
user may optionally define how those resources should be 
managed during redemption. The redemption process would then 
honor those rules elected by the user to select from several 

15 different reward programs instead of redeeming rewards 

strictly on a value required from the first reward program 
contacted. 



Figure 8 describes the process steps involved in 
enrolling a user to utilize the trader server. The data 
entered by the user may be used in determining whether a user 
allows unsolicited offers to be presented from the trading 
server. The user's preferences for manufactured goods 
services, products, travel destinations, hobbies, interests or 
any other user entered criteria may be stored in the database 
for subsequent use by the system. The trading server has the 
ability to receive offers from reward servers or merchants 
which may then be directed to users based on the database 
profile information provided by the user (see Figure 9) . 

The trading server may also be contacted in response 
to a button or hyperlink located on a web page accessible by 
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the user from the airline reward server. In a similar manner, 
hyperlinks or calling routines may allow a user to access a 
reservations system or merchant from the trading server. The 

link would direct the user to partner or associated air 
carriers where the points in a user exchange account on the 
trading server 20 may be used to acquire reduced fare flights. 

The system used to implement the aforementioned 
method will now be disclosed with respect to Figure 5. The 
system is comprised of a trading server computer connected to 
a network of computers where a user interface is established 
whereby a user from a user computer may access the server to 
request the transaction to contact a reward server computer 
system. In the preferred embodiment, the server has memory 
means for storing the user account information, user profiles 
and rules specified by the user, system, or merchant. The 
trading server also has communications means to allow users to 
access the server and to allow the trading server to contact 
reward servers and processing means to interpret the rules and 
coordinate the contact to the respective reward servers. The 
processing means is adapted to allow the user to request and 
exchange consideration for rewards from reward servers. The 
processing means additionally is adapted to coordinate the 
exchange of consideration and increase or decrease the user 
exchange accounts stored in memory in response to actions 
performed by the user computer, reward server and merchants. 

In the preferred embodiment, the memory means 
comprises a database structure that is used to record the 
transactions associated with the previously described method. 
Records indicating the changes and current value of user 



57 



exchange accounts are updated according to the request 
processed by the processor. 

In response to a request for redemption, the trading 
server looks up the contact properties of the reward server to 
be contacted. The user information is submitted to the reward 
server to display the available points that may be redeemed. 
In another embodiment, the request additionally contains a 
value to be redeemed. The processor establishes a 
communication link with the reward server and a transaction 
request is sent to the processor of the reward server. The 
processor of the reward server may perform actions that may 
allow or refuse the requested action. In another embodiment, 
the trading server processor may be granted direct 
authorization to modify the user's records in the reward 
server database without analysis by the processor of the 
reward server. A conversion rate may be applied to the 
transaction such that the reward server reduces the available 
rewards in the user's account. The reward server then 
transfers consideration to the trading server that corresponds 
to the value reduced in the reward system. In response to the 
receipt of the transfer or approval of the transfer, the 
trading server increments the user account balance to reflect 
the received consideration and the connection to the reward 
server is dropped. A transaction log may be used to record 
each of the transactions in case a reconciliation process is 
required at a later time. The increase in the user's exchange 
account may then be stored until a user finds an item to be 
purchased. 

The user selects the desired object from the 
merchants by indicating the type of product or service to be 
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procured. In one embodiment, the trading server contacts the 
merchant server to return to the user a list of products that 
match the user's search criteria or if the user had specified 
in detail what was desired, the product may be directly 
acquired from a merchant. A communication link is established 
between the trading server and the merchant computer or 
designee for e-commerce. Direct acquisition may be enacted by 
contacting the merchant computer and supplying the user 
indicia, the product indicia, and the redemption value 
sufficient to secure the transaction. In response to the 
transaction request, the merchant computer will receive the 
consideration supplied and contract for the delivery of the 
product. In another embodiment, the consideration required 
for the item selected is sent to the trading server where 
based on the available points in the user's exchange account 
the trading server will determine whether the consideration is 
available. An authorization process may be incorporated at 
this point to request authorization from the user or in a more 
simplified process, the consideration will be transferred to 
the merchant computer and the user' s exchange account will be 
reduced. The merchant computer will receive the consideration 
and will effectuate a delivery transaction to be issued. 

The goods may also be placed under direct control of 
a distribution arm of the trading service so that the user 

places the order with the trading service directly and the 
merchants are not directly involved with the sale of the 
goods . 

Thus, the present invention provides a liability 
management system for issuers of reward points, which allows 
them to take points off the books and eliminate them, if 
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desired, at a discount rate. This system enables the sale or 
repurchase of points with a trading strategy in which points 
need not expire. 

5 The present system may be implemented by means of a 

smart card wherein frequent use points may be accumulated on 
the user's card every time the card is used for associated 
application. For example, if a user uses his smart card to 
pay for a hotel that normally gives reward points, those 

10 reward points may be stored on the smart card. Likewise, when 

the card is used for the purchase of an airline ticket, the 
points would be added to the smart card. The user may then 
redeem the accumulated reward points by inserting the card 
into a vender associated with a computer connected to the 

15 Internet. The trading process proceeds as described above, 

except that the points are obtained directly from the smart 
rather than a reward server. 

The user may have a credit card, debit card, or 
20 stored value card that is linked to their points account in 

such a way as to permit them to pay for purchases with a 
merchant by using the card, wherein the merchant uses the 
existing credit card payment infrastructure as if payment were 
being made/authorized by a bank linked to the credit card or 
25 debit card account, but in fact the card is linked to the 

user's points account. In this manner, the user and merchant 
can use the points account to pay for purchases in a seamless 
manner whereby points are used for consideration rather than 
or as a supplement to cash and traditional credit. 
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other aspects of this invention will now be 
disclosed that will enhance the reader's understanding of the 
application of this invention. 



The user can purchase points from the system, borrow 
points from the system, etc., and basically treat the points 
as cash consideration for purposes of such transactions. 

The system can prioritize the order of points being 
traded based on a predetermined set of rules such as in higher 
value points being issued before those with a lower value. 

Merchandisers also benefit from the use of this 
system where another marketing channel is afforded for 
products that are often purchased by frequent travelers with 
high disposable income. Products and services encompassing 
jewelry, flowers, limousine transport, timeshare rental may be 
exchangeable for points stored in this system. Items purchased 
through the system may also be paid for by a combination of 
points and currency which might be the case when a user does 
not have enough accrued points to meet the purchase 
consideration of an item selected. 

It is anticipated that high quality limited access 
products may benefit from the distribution methods afforded by 
this system. For example, companies like DeBeers and Chanel 
may take advantage of this distribution means without 
impacting the level of quality or excellence associated with 
their products. 

Manufacturers can discount or liquidate goods for 
points in a manner that doesn't negatively affect the 
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perceived value of the goods (i.e. not in direct competition 
with the mainstream sales) . That is, the manufacturer can 
place overstocked, end of run type goods and the like, place 
them in the chain of distribution for exchange with points, 
5 and not be in direct competition with cash sales of its 

mainstream products. 

Resort destinations that are managed by property 
management companies such as RCI may be integrated into this 
10 system where instead of trading accommodations with only those 

having similar property, it is now possible that the rental of 
the property may be achieved by conversion for points. 

Offers may be distributed to users of this system 
15 where substantial rebates or reduced rates are described in 

the offer. Time sensitive product offerings can also be 
accommodated in the system where the value of the product is 
decreased according to a life span of the product. Time 
sensitive product offerings such as food products or concert 
20 tickets can have an associated diminishing or escalating value 

based on the length of the offer. 

Using this system it is now possible to coordinate 
the products of several different providers into one package. 
25 A user of this system may therefore select an airline, hotel, 

car rental and Broadway show tickets in New York, individually 
or in a prepared package from one location by trading points 
where the package may not have existed before where the 
trading system coordinates all aspect of the transaction and 
30 reduces the user's exchange rewards in a corresponding manner. 
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other purchasing leverage not specifically addressed 
previously may also be acquired by combining the power of a 
pool of high profile users of this system where these users 
may be allocated access to products or services not generally 
5 distributed to the remainder of the system users. Points 

collected in the system by these users may afford them access 
to limited distribution channels where higher discount levels 
or premium luxury products may be acquired. Direct access to 
cartel products such as diamonds, duty free items and other 

10 restricted access product or service offerings are also 

accommodated through the coordination of the trading server 
with these specialized service and product providers. For 
example, a preferred client distribution channel such as found 
in a European market for luxury goods would be made available 

15 to users of this system where the prices for the objects in 

this preferred channel may be significantly lower than retail 
for objects that are typically reserved for limited 
distribution at premium prices. The trading server may 
additionally have exclusive rights to allocate access to 

20 certain premium products, services, events, travel 

destinations or accommodations in accordance with any right or 
grant permitting such allocation to any user of the system. A 
distribution channel may make available exclusive products for 
all or a limited amount of the members of the system where the 

25 trading server system controls access to the offer. 

Parameters associated with the available quantity, duration, 
exchange rates, etc may be input into the system to be used in 
the allocation algorithm to restrict the offer. Upon user 
access, the trading server would, in these cases, modify the 

30 premiums offered to reflect the immediately attainable items 

for the current user and may additionally display or provide 
access to premiums that may be acquired through payment by 
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other means (i.e. cash, charge, debit) to make up the 
difference between the user's available points and the points 
required to accept the offer. 

In another embodiment of this invention, airlines 
seeking to provide higher levels of personalized service for 
their business travelers will provide access to the Internet 
or access to in-flight services such as video games, for a fee 
or in place of granting mileage rewards on transcontinental or 
transatlantic flights. Access to video games may be afforded 
to the traveler where the availability of different games 
depends on the number of reward points traded in by the 
traveler. The rewards may be converted using the trading 
server of this invention, where the user may opt to forego 
collecting mileage in return for accessing on-board 
entertainment provided in a standalone mode or in a linked 
mode. For example, users may select to play video games, 
access the Internet or utilize Email via a seatback or tray 
table mounted interface and controller. The user may 
optionally connect a laptop computer to an interface port of 
the aircraft using an Ethernet, parallel, USB connection or 
proprietary connector provided by the air carrier. In the 
preferred embodiment, the user would select the connection 
speed and type for communications based on whether in-flight 
or external services were to be accessed. Other types of 
business services may additionally be used and accounted for, 
such as using network printers or fax equipment. RF, 
satellite or microwave based communications may be used for 
real time communications where sufficient geographical 
coverage is provided. 
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The interface would allow a user to login using the 
frequent flyer account information or preferably, the trading 
server account login id and password, where the user may use 
points awarded from another air carrier or point server to 
"pay" for the services accessed. The account balance from the 
trading server may be transferred to the local controller 
prior to takeoff for each user that logs in to the trading 
server. Once the plane has departed, depending on the linking 
or access capability afforded by the air carrier or service 
provider, the user's account may be modified in real time or 
upon reconnection following landing, based on services 
selected by the traveler. If a real time link is supported, 
the user's exchange account may be periodically debited 
according to the services selected and duration of use. 

In another aspect of the invention, an electronic 
bartering system is implemented, wherein product 
manufacturers, producers, distributors, etc. can provide 

surplus or overstocked goods for liquidation into the chain of 
supply of the system and exchange then for points as described 
herein. This provides an inventory management and liquidation 
system for these manufacturers and sellers. 

In addition, the value of the reward points may 
fluctuate as a function of the company's performance, which 

may be measured by reference to the price of its stock, 
revenue, earnings, or some other parameter that is agreed to 
that reflects the relative performance of the company. In 
this manner, companies that perform well would provide an 
additional incentive to a user for using their frequent use 
program rather than a competitor's program. For example, all 
other parameters being the same, a user would likely choose 
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the Acme credit card company over the Beta credit card company 
when the user determines that the Acme company performance 
results in a 10% increase in the number of points otherwise 

earned by using its credit card. The value may also fluctuate 
5 as a function of the number of points outstanding or the 

desirability of the issuer to reduce its liability or make it 
more robust. 
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APPENDIX 2 



Claims 


Support 


l.A method of operating a 
reward points system in 
conjunction with a network, the 
network interconnecting with a 

plurality of merchants and at 
least one issuing bank for 
issuing a credit card to a 
user, the method comprising the 
steps of: 


10/791,149: Figs 11 and 
12; page 7 line 2 0 through 
page 9 line 21 


a user executing a purchase 
transaction with a merchant; 


10/791,149: Page 7, lines 
28-30; page 10, lines 13- 
17 


the user presenting a token 
during the purchase 
transaction, the token having a 
user identification associated 

therewith; 


10/791,149: Page 7, line 
34 through page 8 line 5; 
page 10, lines 13-17; page 
14, lines 12-19 


the merchant providing purchase 
transaction information to the 
issuing bank via the network to 
enable the issuing bank to add 
reward points to a merchant 
reward point account associated 
with the merchant and the user. 


10/791,149: Figure 12; 
page 10 lines 6-13; page 
11 lines 4-20; extended to 
issuing banks as per page 
11 lines 23-26. 


2 . The method of claim 1 
wherein the purchase 
transaction is a credit card 
transaction, the token is a 
credit card, and the user 
identification number 
associated therewith is the 
user's credit card number. 


10/791,149: Page 7, line 
34 through page 8 line 5; 
page 10 line 13-17 



3. The method of claim 1 
wherein the purchase 
transaction is a non-credit 
transaction, the token is a 
credit card, and the user 
identification number 
associated therewith is the 
user's credit card number, 
wherein the user may earn 
reward points into the user's 
reward point account associated 
with a merchant by presenting 
the credit card to the merchant 
only for purposes of 
referencing the user's reward 
point account with the issuing 
bank. 


10/791,149: Page 14 lines 
4-34. 


12. The method of claim 1 
wherein the merchant transmits, 
as part of the purchase 
transaction, an instruction to 
the issuing bank to add reward 
points to the merchant reward 
point account associated with 
the merchant and the user. 


10/791,149: Page 10 lines 
6-13. 


13. The method of claim 1 

wherein the issuing bank 
automatically adds reward 
points to the merchant reward 
point account associated with 
the merchant and the user based 
on a previously defined rule. 


10/809,185: Page 14 lines 
12-17 


14. The method of claim 13 

wherein the previously defined 
rule provides for the issuing 
bank to automatically add 
reward points to the merchant 
reward point account associated 
with the merchant and the user 
based on an item purchased by 
the user. 


10/809,185: Page 14 lines 
17-23 
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15. The method of claim 13 
wherein the previously defined 
rule provides for the issuing 
bank to automatically add 
reward points to the merchant 
reward point account associated 
with the merchant and the user 
based on a purchase price of an 
item purchased by the user. 


10/809,185: Page 14 lines 
23-26. 


16. The method of claim 13 
wherein the previously defined 
rule provides for the issuing 
bank to automatically add 
reward points to the merchant 
reward point account associated 
with the merchant and the user 
based on the geographic 
location of the merchant. 


10/809,185: Page 14 lines 
26-29. 


17. The method of claim 13 
wherein the previously defined 
rule provides for the issuing 
bank to automatically add 
reward points to the merchant 
reward point account associated 
with the merchant and the user 
based on the date of the 
purchase transaction. 


10/809,185: Page 14 lines 
29-33. 


18. The method of claim 13 
wherein the previously defined 
rule provides for the issuing 
bank to automatically add 
reward points to the merchant 
reward point account associated 
with the merchant and the user 
based on the time of day of the 
purchase transaction. 


10/809,185: Page 14 lines 
29-33. 


19. The method of claim 1 
further comprising the step of 
redeeming reward points from 
the merchant reward point 
account by the steps of 


10/791,149: Page 15 lines 
8-13 
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the user executing a redemption 
purchase transaction with the 

merchant ; 




presenting the token during the 
redemption purchase transaction 
for utilizing reward points 
from the merchant reward point 
account for the redemption 
purchase transaction; 


10/791,149: page 15 lines 
13-21 


the issuing bank reducing the 
merchant reward point account 
associated with the merchant 
and the user by the amount of 
points used in the redemption 
purchase transaction. 


10/791,149: page 15 lines 
21-27 


20. The method of claim 19 
wherein the user executes the 
redemption purchase transaction 
completely with reward points 
from the reward point account 
at the issuing bank. 


10/791,149: Page 15 lines 
10-13 


21. The method of claim 19 
wherein the user executes the 
redemption purchase transaction 
partially with reward points 
from the reward point account 
at the issuing bank and 
partially with other 
consideration . 


10/791,149: Page 15 lines 
10-21 


22. The method of claim 19 
wherein the merchant transmits, 
as part of the redemption 
purchase transaction, an 

instruction to the issuing bank 
to subtract reward points from 
the merchant reward point 
account associated with the 
merchant and the user. 


10/791,149: Page 15 lines 
25-27 
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23. The method of claim 19 
wherein the issuing bank 
automatically subtracts reward 
points from the merchant reward 
point account associated with 
the merchant and the user based 
on a previously defined rule. 


10/809,185: Page 21 line 
22 through page 22 line 6. 


24. The method of claim 23 
wherein the previously defined 
rule provides for the issuing 
bank to automatically subtract 
reward points from the merchant 
reward point account associated 
with the merchant and the user 
based on an item redeemed for 
by the user. 


10/809,185: Page 21 lines 
30-32. 


25. The method of claim 23 
wherein the previously defined 
rule provides for the issuing 

bank to automatically subtract 
reward points from the merchant 
reward point account associated 
with the merchant and the user 
based on a redemption purchase 
price of an item redeemed for 
by the user. 


10/809,185: Page 21 line 
21 through page 22 line 2. 


26. The method of claim 23 
wherein the previously defined 
rule provides for the issuing 
bank to automatically subtract 
reward points from the merchant 
reward point account associated 
with the merchant and the user 
based on the geographic 
location of the merchant. 


10/809,185: Page 22 lines 
2-3. 
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27. The method of claim 23 
wherein the previously defined 
rule provides for the issuing 
bank to automatically subtract 
reward points from the merchant 
reward point account associated 
with the merchant and the user 
based on the date of the 
redemption purchase 
transaction . 


10/809,185: Page 22 lines 
4-6. 


28. The method of claim 23 
wherein the previously defined 
rule provides for the issuing 
bank to automatically subtract 
reward points from the merchant 
reward point account associated 
with the merchant and the user 
based on the time of day of the 
redemption purchase 
transaction . 


10/809,185: Page 22 lines 
4-6. 


29. The method of claim 1 
comprising the further step of 
establishing a cluster of 
participating merchants, each 
of which have merchant reward 
point accounts established with 
an issuing bank. 


10/791,149: Page 21 line 
14 through page 23 line 11 


30. The method of claim 29 
comprising the further steps of 
allowing reward points from a 
reward point account associated 
with one of the participating 
merchants in the cluster to be 
redeemed with another 
participating merchant in the 
cluster . 


10/791,149: Page 22, lines 
7-9; page 40 lines 21-29 
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31. The method of claim 30 
comprising the further step of 
disallowing reward points from 
a reward point account 
associated with a merchant that 
is not a participating merchant 
in the cluster to be redeemed 
with a participating merchant 
in the cluster. 


10/791,149: Page 22, lines 
7-9; page 40 lines 21-29 


32. The method of claim 1 
further comprising the steps of 

establishing a reward 
point exchange account 
associated with a user on a 
database on the network; 

selecting reward points 
from each of a plurality of 
merchant reward point accounts 
associated with the user for 
exchange into the reward point 
exchange account; and 

aggregating the selected 
reward points into the reward 
point exchange account. 


10/791,149: Page 16 line 7 
through page 18 line 33 


33. The method of claim 32 
further comprising the step of 
the user redeeming aggregated 
reward points from the user's 
reward point exchange account 
by the steps of 

the user executing a 
redemption purchase transaction 
with a merchant; 

the user indicating to the 
merchant that aggregated reward 
points from the reward point 
exchange account should be 
utilized for the redemption 
purchase transaction; and 

the reward point exchange 
account being reduced by the 
number of aggregated reward 
points utilized for the 
redemption purchase 
transaction. 


10/791,149: Page 19 line 1 
through 19 
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34. The method of claim 32 
comprising the further steps 
of: 

establishing a cluster of 
participating merchants, each 
of which have merchant reward 
point accounts established with 
an issuing bank; 


10/791,149: Page 21 line 
14 through page 22 line 9 


allowing aggregation of 
reward points from each of the 
participating merchants in the 
cluster into the user's reward 
point exchange account; and 


10/791,149: Page 21 line 
14 through page 22 line 9 


disallowing aggregation of 
points from a merchant which is 
not a member of the cluster. 


10/791,149: Page 21 line 
14 through page 22 line 9 


35. The method of claim 34 
comprising the further step of 
allowing for redemption of 
aggregated reward points only 
with merchants that are members 
of the cluster. 


10/791,149: Page 21 line 
14 through page 22 line 9 


36. The method of claim 33 
wherein the reward point 
exchange database is 
administered by an operator on 
the network. 


10/791, 149:Page 16 line 20 
through page 18 line 6. 


37. The method of claim 33 
wherein the reward point 
exchange database is 
administered by an issuing 
bank. 


10/791,149: Page 20 lines 
5-20. 


38. The method of claim 33 
wherein reward points from an 
independent reward point system 
may be aggregated into the 
reward point exchange account. 


10/791, 149:Page 18 lines 
29-34 
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39. The method of claim 1 
wherein the step of the 
merchant providing purchase 
transaction information to the 
issuing bank via the network is 
executed via an acquiring bank 
that is part of the network. 


10/791,149: Figures 11 and 
12, page 7 line 30 through 
page 8 line 16. 


40. The method of claim 1 
wherein the number of reward 
points added to the merchant 
reward point account is a 
percentage of a purchase price 
associated with the purchase 
transaction. 


10/809,185: Page 63 lines 
22-25. 


41. The method of claim 1 
wherein the network is a credit 
card network comprising a 
plurality of issuing banks, a 
plurality of acquiring banks, 
and a plurality of merchants. 


10/791,149: Figures 11 and 
12; page 7 line 2 0 through 
page 9 line 6. 


42. The method of claim 1 
wherein the network is a global 
communications network. 


10/791,149: Page 8 lines 
5-8. 


43. The method of claim 42 
wherein the global 
communications network is the 
Internet . 


10/791,149: Page 8 lines 
5-8. 


44. The method of claim 1 
wherein the network is a 
wireless network. 


10/809,185: Page 33 lines 
2-25. 


45. The method of claim 1 
wherein the network is an 
interactive television network. 


10/791,149: Page 8 lines 
5-8 . 


46. The method of claim 1 
wherein the user executes the 
purchase transaction at a 
physical point of sale 


10/791, 149:Page 7 line 34 
through page 8 line 5. 
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associated with the merchant 
and the user physically 
presents the token to the 
merchant . 




47. The method of claim 1 
wherein the user executes the 
purchase transaction via a web 
site associated with the 
merchant, and the user enters 
the user identification 
associated with the token to 
the web site. 


10/791,149: Page 8 lines 
5-8. 


48. The method of claim 19 
wherein the user executes the 
redemption purchase transaction 
at a physical point of sale 
associated with the merchant 
and the user physically 
presents the token to the 
merchant . 


10/791,149: Page 15 lines 
8-18. 


49. The method of claim 19 
wherein the user executes the 
redemption purchase transaction 
via a web site associated with 
the merchant, and the user 
enters the user identification 
associated with the token to 
the web site. 


10/791,149: Page 15 lines 
8-18. 


50. The method of claim 32 
wherein the user indicates the 
aggregation of selected reward 
points into the reward point 
exchange account via a web site 
over the Internet. 


10/791,149: Page 16, line 
20 through page 17 line 
21. 
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51. A reward points system 
operating on a network, the 
network interconnecting with a 
plurality of merchant systems 
and at least one issuing bank 
system for issuing a credit 
card to a user, wherein: 
each of the merchant systems 
comprises : 


10/791,149: Figs 11 and 
12; page 7 line 20 through 
page 9 line 21 


means for executing a purchase 
transaction with a user; 


10/791,149: Page 7, lines 
28-30; page 10, lines 13- 
17 


means for accepting 
presentation of a token by a 
user for payment of the 
purchase transaction, the token 
having a user identification 
associated therewith; and 


10/791,149: Page 7, line 
34 through page 8 line 5; 
page 10, lines 13-17; page 
14, lines 12-19 


means for providing purchase 
transaction information to the 
issuing bank system via the 
network to enable the issuing 
bank system to add reward 
points to a merchant reward 
point account associated with 
the merchant system and the 
user . 


10/791,149: Figure 12; 
page 10 lines 6-13; page 
11 lines 4-20; extended to 
issuing banks as per page 
11 lines 23-26. 


52. The system of claim 51 
wherein the purchase 
transaction is a credit card 
transaction, the token is a 
credit card, and the user 
identification number 
associated therewith is the 
user's credit card number. 


10/791,149: Page 7, line 
34 through page 8 line 5; 
page 10 line 13-17 
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53. The system of claim 51 
wherein the purchase 
transaction is a non-credit 
transaction, the token is a 
credit card, and the user 
identification number 
associated therewith is the 
user's credit card number, 
wherein the user may earn 
reward points into the user's 
reward point account associated 
with a merchant system by 
presenting the credit card to 
the merchant system only for 
purposes of referencing the 
user' s reward point account 
with the issuing bank system. 


10/791,149: Page 14 lines 
4-34. 


62. The system of claim 51 
wherein the means for providing 
purchase transaction 
information to the issuing bank 
system via the network to 
enable the issuing bank system 
to add reward points to a 
merchant reward point account 
associated with the merchant 
system and the user comprises 
means for transmitting an 
instruction to the issuing bank 
system to add reward points to 
the merchant reward point 
account associated with the 
merchant system and the user. 


10/791,149: page 10 lines 
6-13. 
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63. The system of claim 51 
wherein the issuing bank system 
comprises means for 
automatically adding reward 
points to the merchant reward 
point account associated with 
the merchant system and the 
user based on a previously 
defined rule. 


10/809,185: Page 14 lines 
12-17 


64. The system of claim 63 
wherein the previously defined 

rule provides for the issuing 
bank system to automatically 
add reward points to the 
merchant reward point account 
associated with the merchant 
system and the user based on an 
item purchased by the user. 


10/809,185: Page 14 lines 
17-23 


65. The system of claim 63 
wherein the previously defined 
rule provides for the issuing 

bank system to automatically 
add reward points to the 
merchant reward point account 
associated with the merchant 
system and the user based on a 
purchase price of an item 
purchased by the user. 


10/809,185: Page 14 lines 
23-26. 


66. The system of claim 63 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
add reward points to the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the geographic location of the 
merchant . 


10/809,185: Page 14 lines 
26-29. 
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67. The system of claim 63 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
add reward points to the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the date of the purchase 
transaction . 


10/809,185: Page 14 lines 
29-33. 


68. The system of claim 63 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
add reward points to the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the time of day of the purchase 
transaction . 


10/809,185: Page 14 lines 
29-33. 


69. The system of claim 51 

wherein the merchant system 
further comprises: 

means for executing a 
redemption purchase transaction 
with the user; 


10/791,149: Page 15 lines 
8-13 


means for accepting 
presentation of a token by a 
user for payment of the 
redemption purchase 
transaction, the token having a 
user identification associated 
therewith; and 


10/791,149: page 15 lines 
13-21 


means for providing 
redemption purchase transaction 
information to the issuing bank 
system via the network to 
enable the issuing bank system 
to subtract, from a merchant 
reward point account associated 
with the merchant system and 
the user, the number of points 
used in the redemption purchase 


10/791,149: page 15 lines 
21-27 
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transaction . 




70. The system of claim 69 
wherein the user executes the 
redemption purchase transaction 

completely with reward points 
from the reward point account 
at the issuing bank system. 


10/791,149: Page 15 lines 
10-13 


71. The system of claim 69 

wherein the user executes the 
redemption transaction 
partially with reward points 
from the reward point account 
at the issuing bank system and 
partially with other 
consideration . 


10/791,149: Page 15 lines 
10-21 


72. The system of claim 69 
wherein the means for providing 
redemption purchase transaction 
information to the issuing bank 
system comprises means for 
transmitting, as part of the 
redemption purchase 
transaction, an instruction to 
the issuing bank system to 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user. 


10/791,149: Page 15 lines 
25-27 


73. The system of claim 69 
wherein the issuing bank system 
comprises means for 
automatically subtracting 
reward points from the merchant 
reward point account associated 
with the merchant system and 
the user based on a previously 
defined rule. 


10/809,185: Page 21 line 
22 through page 22 line 6. 
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74. The system of claim 73 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user based on an 
item redeemed for by the user. 


10/809,185: Page 21 lines 
30-32. 


75. The system of claim 73 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user based on a 
redemption purchase price of an 
item redeemed for by the user. 


10/809,185: Page 21 line 
21 through page 22 line 2. 


76. The system of claim 73 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the geographic location of the 
merchant . 


10/809,185: Page 22 lines 
2-3. 


77. The system of claim 73 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the date of the redemption 
purchase transaction. 


10/809,185: Page 22 lines 
4-6. 
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78. The system of claim 73 
wherein the previously defined 
rule provides for the issuing 
bank system to automatically 
subtract reward points from the 
merchant reward point account 
associated with the merchant 
system and the user based on 
the time of day of the 
redemption purchase 
transaction. 


10/809,185: Page 22 lines 
4-6. 


79. The system of claim 51 in 
which a cluster of 
participating merchants is 
established, each of which have 
merchant reward point accounts 
established with an issuing 
bank. 


10/791,149: Page 21 line 
14 through page 23 line 11 


80. The system of claim 79 in 
which reward points from a 
reward point account associated 
with one of the participating 
merchants in the cluster may be 
redeemed with another 
participating merchant in the 
cluster . 


10/791,149: Page 22, lines 
7-9; page 40 lines 21-29 


81. The system of claim 80 in 

which reward points from a 
reward point account associated 
with a merchant that is not a 
participating merchant in the 
cluster may not be redeemed 
with a participating merchant 
in the cluster. 


10/791,149: Page 22, lines 
7-9; page 40 lines 21-29 
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82. The system of claim 51 
further comprising: 

a database comprising a 
plurality of reward point 
exchange accounts, each reward 
point exchange account 
associated with a user; means 
for allowing the selection of 
reward points from each of a 
plurality of merchant reward 
point accounts associated with 
the user for exchange into the 
reward point exchange account; 
and means for aggregating the 
selected reward points into the 
reward point exchange account. 


10/791,149: Page 16 line 7 
through page 18 line 33 


83. The system of claim 82 
wherein the user redeems 
aggregated reward points from 
the user's reward point 
exchange account by 
executing a redemption purchase 
transaction with a merchant; 
utilizing aggregated reward 
points from the reward point 
exchange account for the 
redemption purchase 
transaction; and 
the reward point exchange 
account is reduced by the 
number of aggregated reward 
points utilized for the 
redemption purchase 
transaction . 


10/791,149: Page 19 line 1 
through 19 


84. The system of claim 52 
wherein a cluster of 
participating merchants are 
established, each of which have 
merchant reward point accounts 
established with the issuing 
bank; 


10/791,149: Page 21 line 
14 through page 22 line 9 
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reward points are able to 
be aggregated from each of the 
participating merchants in the 
cluster into the user's reward 
point exchange account; and 


10/791,149: Page 21 line 
14 through page 22 line 9 


reward points are not 
allowed to be aggregated from a 
merchant which is not a member 
of the cluster. 


10/791,149: Page 21 line 
14 through page 22 line 9 


85. The system of claim 84 
wherein aggregated reward 
points may be redeemed only 
with merchants that are members 
of the cluster. 


10/791,149: Page 21 line 
14 through page 22 line 9 


86. The system of claim 83 
wherein the reward point 
exchange database is 
administered by an operator on 
the network. 


10/791, 149:Page 16 line 20 
through page 18 line 6. 


87. The system of claim 83 
wherein the reward point 
exchange database is 
administered by an issuing 
bank. 


10/791,149: Page 20 lines 
5-20. 


88. The system of claim 83 

wherein reward points from an 
independent reward point system 
may be aggregated into the 
reward point exchange account. 


10/791, 149:Page 18 lines 
29-34 


90. The system of claim 51 
wherein the number of reward 
points added to the merchant 
reward point account is a 
percentage of a purchase price 
associated with the purchase 
transaction . 


10/809,185: Page 63 lines 
22-25. 
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91. The system of claim 51 
wherein the network is a credit 
card network comprising a 
plurality of issuing banks, a 
plurality of acquiring banks, 
and a plurality of merchants. 


10/791,149: Figures 11 and 
12; page 7 line 20 through 
page 9 line 6. 


92. The system of claim 51 
wherein the network is a global 
communications network. 


10/791,149: Page 8 lines 
5-8. 


93. The system of claim 92 
wherein the global 
communications network is the 
Internet . 


10/791,149: Page 8 lines 
5-8 . 


94. The system of claim 51 
wherein the network is a 
wireless network. 


10/809,185: Page 33 lines 
2-25. 


95. The system of claim 51 
wherein the network is an 
interactive television network. 


10/791,149: Page 8 lines 
5-8. 


96. The system of claim 51 
wherein the user executes the 
purchase transaction at a 
physical point of sale 
associated with the merchant 
and the user physically 
presents the token to the 
merchant . 


10/791, 149:Page 7 line 34 
through page 8 line 5. 


97. The system of claim 51 
wherein the user executes the 
purchase transaction via a web 
site associated with the 
merchant, and the user enters 
the user identification 


10/791,149: Page 8 lines 
5-8. 
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associated with the token to 
the web site. 




98. The system of claim 69 
wherein the user executes the 

redemption purchase transaction 
at a physical point of sale 
associated with the merchant 
and the user physically 
presents the token to the 
merchant . 


10/791,149: Page 15 lines 
8-18. 


99. The system of claim 69 
wherein the user executes the 
redemption purchase transaction 
via a web site associated with 
the merchant, and the user 
enters the user identification 
associated with the token to 
the web site. 


10/791,149: Page 15 lines 
8-18. 


100. The system of claim 82 
wherein the user indicates the 
aggregation of selected reward 
points into the reward point 
exchange account via a web site 
over the Internet. 


10/791,149: Page 16, line 
20 through page 17 line 
21. 
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